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.The specxfxc purposes ef this study were to examxne
(1) age dxfférences in the scghxstzcat:on of influence strategies
children use to affect parents' consumptxen decisions, and (2) :
.whether or not parents differential)y réinforce such strategies - .
accordzng to.the child's age. Data were gathered by observing the
interactions of 145 parent-child dyads in the-cereal aisles of two
supermarkets. The dyads included 82 girls and 63 boys, of 'which 4%

. were judged to be preschoolers, 80 to be grade schoolers, and 16 to"
be adolescents. Observers recorded children's use of eight types of
influence strategies. Strategies were assigned to three separate :

- 4 groups according to the degree to which they involved understanding

‘ of the internal state.of self and other; and the use of ‘explicit,

. »implicit, or psychological power. Success of influence attempts was
also recerdqd ‘As predicted, older children used mere psychologically .
sophisticated negotiation strategies, particularly emotional appeals. , - &

v Parents did not.differentially reinforce their cﬁilé‘s attempts -

'ﬁy‘ accdrding to gge-related expectationms. Unexpected dxfferences ‘were
found betweew the twe observgtxon lo;a\t\mns, (RHY
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As edults, we engage in.g wie;\{:tiety of eotions ghioh may

»

A question which hes been of interest to psyohologiets is how suoh

behav;or is learnegf In an-early paper, Werd ’; <o

(19?&) eharaeterized reeeareh in this area as being
+ - . ¢

.
&

deeoriptive of

relations betweeh oemographie factors eno eonsumption behavior.

Herd argned that it is important:.to look at the prooegs of

o \G\
eonsumption in order to underetend causal relatione

e
] -~

-

&

between a

_vapiety of prediotore;and ooﬁsumotion outoomes. From this goint.of -

*

- view, important studiee would look at whether perente - L "

£

consciously guide their children stdevelop ent through the

~ ¥

- .
.

]

differentiel reinforoement of ege—appropriatezbehaviors, or are less

syetemetio in tbeir responses to theig offspring.

| 4
One of the earliest forms of consumey behevior

marketpleee is the ehild*s ettempt to influenee what

hisgher parent purohases. -Previoustetudies have suggested that

ohildren are able ta

£ L3 .

-

in the

s . ,
influence their parents! eonsumption-of many -mgrket productss (Ward
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. and Uaekﬁen,.?Q??;‘Atkin; ?9?8). EChiIdren's\ettempts"aeem to be °

-most frequent end eueeessful if the produet ie one vhicq.is used‘

by them, such as a toy or a box of breakfast eerea}
‘ R
, These studies have net hewever, looked at the- Q%rategies whieh

ehildren ‘use 1n order to gein favoreble euteomee fer‘themselves,'

*

nor at perente' responses te these stretegies.

.= - [

*

, One-might expect aeeerding fo a medel of the development of

/ ‘_interpersenel negetiatien strategiesQ(Selman, 1981), to find age

differences in the type ef influenee attempts children use. Briefly¢"
A
Selmen suggeésts that a eﬁ%ld 's ability to~-understand anether ‘

»

persen’s perspeetive affects the eegetietien strategg that he/SH 9

will use. He eeseribes five levels of strategies threugh whieh

- - - *
éhi}ﬁrep and’adeleseents ‘are theught te pregrese.
* . " ra& N -
At Level 0, beth self and other are viewed

A j’;‘ - “ N\ | : -

as non- psyeholeggeal means or barriere to goals; inflnenee oceurs
threugh the use of phyeieai force, tenmed explieit power, At the

“next- stage of develepment beth self an% other are accorded the'

- - .

£
»eapaeity fer independent theugh¥ hewever,‘ene will is expeeted to

» - .

eonferm to the bemmands of the other beeeuse ef the other's ~
.0. e s A : ' - <

greater perceived power. At this level negotigt on peeurs through
the use of implicit pewen,*i e. tﬁreate. At Level 2;

. K - ~
psyehelegieel preeessee are reeesfized and eaeh is seen as opek

te ehanging her/his mind. Influenee-;s aehieved threugh the use

®
€

ef‘peyehelogieel power, i.e. ,the pewer‘ef«persuasien. Levela 3 e

Aend k are ehg;eeterized by inereasing ettempts at collaboration,
~

inteé¥etien and synthedis, of . perspeet&ves. . i :
-t L VI A ( - . ~ e
,Modela of eeghitf*e\develepment~heve ipfermed psyepplogists‘

Q - “ . . .
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. thinking about other cochsumption behaviors, such as children's

-

»understendiné>ef monetery prineiples (St rauss, 19525‘ It eeeme
. ) : Co
N ?approprlate, then, to look "at dge differenees in ehildren's use ef .
X A J . S
« - 'negotiatzop atreﬁegies in their ettempts to influenée Eheir

*

- - parents eensumptien.' Selman s (1981) model js well—suited to-

- \ -

3erve ae a eeneeptual framewerk fer making predietiens about the

“.

4
K ferms which those dirferent strategies ‘might take, It ﬁe true
'that Selman's model applies tc negotietiens sith peers, and thet-

o semewhat different expeetetions ebeut ehildren*s xntereetiens with‘
’ : t .
their parents might eiist because of the~differenee in pewer
. ¢ -
structures which exist in child-peer versus ehild -parent -

. N

relat;ans(?auniss, 1980). However, because 'as chil@ren get older
e B : S ' ‘ » ’ >
£ S ¥ o ‘ N - -

inereasihg ahility to take the otber!s peint of view into-aeeount,'

o . .
and to menipnlete anéther's psyehelegieal state, we" would expect

» . 11 .\A

semewhat similar age sequenees in the sppearenee of various’

&

‘they Bavefan

-
- .

inflnenee behaviors.

-

-

‘The preseﬁt study atﬁempted to clarify the‘praeess by ghiéh

., children influenee their pabents' consumption, and to determine
. N N ) ; ' 4 ‘ » » ‘ + *
whether pereetS‘systematieally-soegglize the use of

- .

deveiopmehtally'eophisﬁieeted negotiation strategies by their

.

‘children within theieéntext of decision making. The study L

&

-
-

had two specific purposes. - : T .
’ - o«

LT e :
. ‘ 1. First, we ex&mined ageedifferenees in q&g)sophistieetion

‘ of influenee stretegies whieh ehildren ese te affect parents®
e -

eonsumptien deeisione.//

A : ¢ -
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. 2. Second, #§5exemined whether parents diffsrentisllyj-ﬁfﬁ

reinforce these strategies sooording‘to the ebile's age.™ This

€
» -

would ineieate oonsoious socialization of ehildren s influence
-stretegies.; fst S ‘ - ‘ » g 2

o . Method | R
: | | c
i Y

Subjeots* The interactions of 145 parent-child dyeds were observed

»

in two supermarkets. The dyeds {;eluded 82 girls and 63 boys.
f -
'Children wereﬁalso assigned to ege groups; 49 werfe judged as

presehooiers’ 80 as grade schoolers, ahd 16 as édoleseents.

. " -
’ , l . ) A ]

- t

AY

Procedure: When a parent-child dyad enfered the cereal aisle, an .

&

observer positioned herself unobtrusively so that all intersetions

eooold be overheggd The observer pretendeé to be a shopper who was
¢ 3

examining the list of ingrédients gﬁks cereal :box, or oonselting,e \
: . i }

»
a

shopping list. The observers, sho hagd beén trained to.a .' ~

‘satisfactory leve;»of agreement,

. reoor&ed the‘parent!sﬂsex, the eﬁiid’s sex, esd the child's age.
: ﬁ

In addition, “tne obserwer sotee the use of eight types
of influence attempts by the o@ild . The eight ostegor}es were .

. \
\ -

the suthors on the bafis of inﬂbrmsl observetions of children's

constructed by

istereetions with their‘parents, and on the basis of judgments of$

[}

}‘whst tyoes“of“stteﬁpts ehildren should be‘m§king, secording'te

Selman's (t981) moeel. The . eight estegories are as follows: first,

. son-verbsl, which inolydee sttempts to sneak the produot into the

cart, grebbing the box, or pointing end gesturing, second,

* : - [
. N .
*

.



Q?ane "Johnny likes this.®; feurth referenee he advertisements e?

incéluding "This is en.ﬁale' “Thie deea%‘t eest 'very much.™ or

proéaet or nonverbal instruetion of the parent to take the box of

.‘ . é

-

attentienieireetien,-ineluding statementa‘adfgfas “I.neee some
(preduet) o sCan I haﬁe one’ (preduet)?* ’Leek. mem, see thist“-‘

third reference to peer pressure, sueh as "Everyone eats this. A _‘.~;

media characters, ineludin; explieit mention of Smurf or,
. ‘. .

Strawberry Shorteake eereal or saying “I saw this on T.V.*® and  \' -

»"The T, v says mema leve it.'; fifth, referenee te premiué# er

e

prizes whxeh are available in the- bex. sixeh emetienal appeals

.
, threugh guilt 1aduebden. flattery er bribery, exemplified by 'Yeu'

&Even't bought me anythlng in a leng time.® "You never Buy me
anytbing“ 'If yeu get me thia I'll never aek for anythxng again.® -

\
and "Pleéae, pretty please, you're the best mem "in the werid!“‘

-

seventh referenees to the eest or quality of the produet

*

)

"This one tastes geee.‘; and{eighth. alluding ‘to a previeusly

.

arranged_deal and‘eelleeting on it.las in the statement *"You' said . .

I could hagf this if I -ate g healthy breakfast tbis rorning.?

The etrategies were assigaed .

‘to threé separate groups according to the degree te which they

[

involved understanding of the 1nterna${state of self and ether,
and the use ef explieit, implieit or psyeholegieal ;ewer. The 1\ ;
&se of exleeit power eeeura &hee the child views both se&f and
other sas nen‘psyehelegieal meana or harriers to geal achievement.
Neéetiaeien occurs through the use of physical power, uhieh in
this a&tuatiea would involve the gratbing erbéiking of a desired -
, P
cereal off of the aupermarket shelf. ‘6

3 RN .. ‘ -
S - ) o ‘A . €
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‘?whieh reeognize the independence of the E‘Q parties' wills¢ The ©

requested braner

oot

o

-

Selman ‘describes implicit pewer strategies as those B

LX) » a3 ‘» A

|4

-individuel uses threats, ogders and eemmanés to influence the

f& . o~ & .
other.- He cites bullying as an exemple of, this stretegy Iegpl. .

we assigned the Tellcwing strategies to this level.A

o .

etteation-direetien, reference to peers, referenee to. medie’end &

_r o «
‘reféreneé to premiums. These stretegies, while skre sopbistieeﬁeé~

N P
than the nenverbel one, foeus on fthe ehild's own-wishes or willJ

. v

'Calling ettention to the fact that a friend has ene, that the . .

H

telizssiee méntions the preeuet or that there is-a prize in the

>
j»box is not ealenlegeéﬁte éppeal to the othert's kishes Qr.neeq.).‘a

£

Ratﬁer,,it_in effect seys,“i want this.™ By contrast, ther use of
» 5 s ) ‘ ,

‘psyehelogieeI power involves some etteﬁpt to incorporate the”

~

ether s peint of view. Each person is re;arded es eapeble of

r

npking a chdice end being open to inflﬁenee through bpibes, .

. reasening or emgethy. We assigned emotional appeeis,freferenee to

. . . . B - ' . ¢
cost op quality, and ‘'reference tb past agreements with the parent
N . M 3 . . . * N [

3 ey
7

to this ievel. " Each of these stretegies“reeegnizesFthat the

‘ - *

other's peint of view may be different from one's own, that theA

~

-

e~

*
&

other mekes choices based on reasen eﬁﬂ/or feeling, end theg\:hese<

reasons and,:eelingﬂfcen be manipulated.

- ~

- . . - ' ' . .ol
Finally, the gbserver recorded™»the outcome of the ¢hild's N

- *

influence attem(i; tﬁht is, whether the parent purchased .the

: . . )
nother brand, or nothing. o R

¥ »

-

. . v jB uiﬁs . x . :
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'.L> >y g?k%zsuggested that sex of the child might, K be" among

L

!the ind Viéual/éariables uhieh : f .

[3 il
[

'affect adehild‘s influence on parents‘ eonsumptiensbehaviors.
Hér@ :
"No sex. differencgs were found in the\types of ¥ I .
p "‘ - B - ’.p‘

N -

- >

-

\ 3 e
sophisticated negctiation stratagies, (2 N=145)=11.42, p<,01;
, ~ A

in partichlar,-they used more emotional appeals *(2 N=145)<=6. 15,
\

as predieted S aer children did gfe more, psychologically

“p<. 05. (see Tables‘z and‘S} Parents did not, however,

differentially reinfareﬁ their qPild‘s attempts,;according to
age- related expeetations. ' )

. ‘) . - 4 [

Unkxpeeted differenees were found between the two locations,
at supermérket.B ‘children tended ‘to use more SOphistieaﬁed

fstra;egies (1,N=145)=3.91, p< 05 but overall their a;tempts

EY

inf&uenﬁe attempts whlch were’ used nor in thgir sueeess. : .

Eesﬁlted in :éwef successes (2 N 135) ? 84, pQ.OS. (sge Tables!.
R.a;nd. 5) SR - '-~‘ | . “k | " ‘ * L et ‘ .
' . YRR | -
S L Rrgg&ggioﬂ . }; - S |
, | C . - . o : !

“As Yauniss (1980) and Selman (1981) Hould suggest, older’

L3
#

chlldren use more sephistiested negotiation strgtegies to~ .

L3 -

influence their parehts‘ eonsumption,

o~

. «
» -~ ? . .

1ndicating that they pereeive the psyehological will of the

$
parent and attempt to modify it tbrough the usezof psychologicai
‘power, -However, paren@a gpparentiy-do not eanseieusly §oeialize

-

‘the use of more sophisticatéd strategies since they do’'not
- . : .o

- - LS \‘ . . . . N
s~ differentially reinforce types of inflééhee atbgmptg according to-

-~



. . . .
- the age of: the child. B 4

In order to better understand the dynamies whieh were

v

. o LS

oeeuﬁring in tne interactions we ebserved it is useful to think

l

ebeut the effects of two sets o’ varieblee. eituationalifaetors
- K . - q .
and the parents! pereept;ons of the influence situation.

~
-

Several sitnatienal differences may have affected’ tiﬁﬁprnékss

. ¥ L 3y "
. of influenee in the two leeetiens., . ’ oo

- n .. \
First supermarket wes a-newly opened hypermert wnien feetured

.t

savings onsstaples of appg%ximately 20% off the price of the item

N

et“supermeékee K. Therefore, econonie faetens'appeaned to be

2

oo . - , »
“.salient in parents' purchase decisions at that store, and in
children}s use of selected influence strategies. First, .

Qeniidre% may bave perceived the importance of economic’

;. .determinants of parents' purchases, and used more

. sephistigated inflnenee ettempts, sneh as{nest/quality appeale.
° : o
in respense ge this. o -
Seeend hecause the nypermert had - reeently epened and becanse of
? { . . .

h )

«

-

he eeonomie advantage, the eereal eisle'was almost perpetually )

,erewded; reqn&ring parenterte devote more sne?gy to maneuvening

[

N their cart add’to»makizg eenenmptien,deeiexens, and leading to

‘less attention to thei
‘ v ) - kY » = @~ 3
*perents' dietraetion, ehildren may have felt the need to resort’

I3 -

children's requests. In response to

to more psycnologieelly powerfnl strategies, sneh“ae emotional

-
—

eppeals. : . - . . v /

t
-

‘Rather than responding to the nature of the ehild's influence

. attenmpts, however. ﬁarents seemed to res ond to sitnatienal
. » % Y]
faetnrs, given the nignifieant differencd: in success of influence
[ : . - ) | K ) . | . k
‘ ' . f A . ,

- . 4
. is ’ -
¢ i
. . N

,;.

a .



"\ attempt by location. Perhaps the children in. the hyperigrt were .

- . . ~

] not able to generate‘persuasive enough strategies to compete with

t ’ . *
. ‘the economic or environmental pressures on parents.
' Yo Even when ehildren were able to make sophisticatei ! T

-

. influence attempts, the;r pawenbs were nat likely to reinforce

.

the childrea for their actions. In order to undérstand this, it‘i§‘

important to understand | | ST

.
« : .
L . .
+
<

- ‘ - 1 -
how parents perceive this speﬁifie influence s;tuation.. Is this

gmteractipn viewed as an opportnnity for parengs to teach théir A
. H

ch;ldren the prineiples of brand seleetxon, or is it seen as,
another attempﬁ’on the parteof the ehild to manipulate tbe

parent's actions? If viewed as the latter, it mighf not be wise’

. for parents to reinforee increasingly sophisticated negctiaticn
. stratégies. . ! P
.‘ - . [ - ° ) -
. » It seems likeély that situational factors . )

-

will affect the parent's perception of the consumption

situation, and the child's behavidrs in that situatién.--Ifgl‘
v ) . N .

I

ecofomic factors become salient,.gﬁé sitfuation may

=

beceme one in which the parent tries to maximize pisfher econom¥e

£

gains, indepenéent of the child's requests. Crowded canditians

: © may ‘make the shopping trip an~- ordeal to be completed in as lit}le

> ) S~
t time as possible, again making the parent less likely to pay

0

e ,careful attention to his/her child's demande. Future research

should attempt to elarify both parents and ehildren s péyceptions ij
a L '

of this specifig influence situation, in order to befter .

P understand the process of socializ!tion of cehsumption behavior.

&
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